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G. M. Retail Sales in July 
Totaled 32,849 Units; Sales 


To Dealers Were 31,096;___ 
Decline Is More Than Seasonal and Is Attributed STUDEBAKER ROCKNE 


To Retarding Effect of Special 
Sales Tax 


New York, Aug. 8.—Retail sales by General Motors | 


dealers in the United States during July totaled 32,849 cars| 


and trucks, according to the regular monthly report of the | baker and Rockne car exports for | 
| the month of July and for the year | 


corporation made public today, 


This figure represents a sharp de- 


cline from the preceding month and 
reflects seasonal influences plus the 
retarding effect of the special sales 
tax which applies to all cars manu- 
factured and sold after midnight 


June 20. That this tax had a chill- | 
ing effect on automobile sales may | 


be seen in the fact that the decline 
this year is more than seasonal. 
Last year the July sales of the cor- 
poration slumped from 103,303 in 
June to 85,054 in July. In 1930 June 
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TILEY-PRATT C0. 
PLANT IS MOVED 
TO TORRINGTON 


Essex, Conn., Aug. 8.—The Tiley- 
Pratt division of the Torrington 
Company here, manufacturers of 
automobile wire spokes and nipples, 
has been transferred to Torrington, 
the Essex plant being closed. Morton 
C. Tiley, superintendent, declined 


an offer to go to Torrington and has | 


resigned. 

The Tiley-Pratt Company 
been identified with the automotive 
industry since 1903, when it entered 
the field as manufacturers of “The 
Tiley Car,” an assembled automo- 
bile. The cars gave good service, and 
it is reported that some of them, 
built over into trucks, are still in 
use. About twenty-five Tileys were 
built and sold. 

In 1907 the company erected the 
present plant after a fire had swept 
the old one, and during the war an 
addition was built. With the de- 


velopment of the larger automobile | eral engine repairs and builds hy- 


-nanufacturers the Tiley-Pratt Com- 
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Over 75,000 Demonstrations 
Of Terraplane Since Debut 





HUPP HAS NEW N. Y. 
DISTRIBUTING PLAN 


Detroit, Aug. 8.—An entirely new 


has | 


‘AUTOMOTIVE PLANTS 


| ufacturer 


|large order for International Mack 
Trucks which call for special wheel 


IN N. J. BENEFITING BY 
BUSINESS EXPANSION 


Newark, N. J., ne. 8.—In line | 
with a general business expansion 
in New Jersey, automotive parts, ac- 
cessories and equipment plants are 
reporting increased orders and a re- 
sultant gain in employment. 

Vulcan Wheels, Inc., of Avenue L 
and Thornton Street, Newark, man- 
of motor truck and bus 
is engaged in working on a 


wheels, 


equipment fo rthe chassis of trucsk 
to be used in carting materials for 
the Hoover Dam in Boulder, Col. 

According to C. G. Keller, in 
charge of sales and engineering of 
the Newark plant, these wheels each | 
weigh over 1,000 pounds, exclusive 
of the rubber tires. Mr. Keller re- 
ports that sales of wheel units this 
year have been greater than last 
year, 

In addition to the Mack Truck 
order, the plant is also making new 
change-over units for converting 
solid tire wheels into wheels using 
pneumatic tires. 

Some of the plant’s activities are 
devoted to making metal wheels for 


| baker 
gains over corresponding periods of | 
he pointed | 
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‘New Car Sales in First Eight 


States for July Total 20,670 


EXPORTS UP 21°% IN 


JULY, 81/2% FOR YEAR 


South Bend, Ind., Aug. 8.—Stude- 


| to date continue to show substan- | 


| tial increases over the same periods 

last year, according to a statement 
|by Arvid L. Frank, vice-president 
| and general manager of the Stude- 
| baker, Pierce-Arrow Export Corpo- 
ration. 


“July car shipments were 21 per 
cent. ahead of July, 1931,” he said, 
“and our total car shipments for 


seven months show a gain of 8% per 
cent. over last year. These figures 
compare with increases of 49 per 
cent. in June and 6's per cent. for 
six months. 

“For each of the past five months, 
cumulative total exports of Stude- 
and Rockne cars have shown 


1931. It is significant,” 
out, “that our percentage of 
crease has mounted from 1% 
cent. in May to 6% per cent. in 
June and 8% per cent. in July. If 
this trend continues, onr business 
for the third and fourth quarters 


in- 
per 


| will exceed last year by a substan- 


tial margin.’ 


‘FORD SEES HOME 


CAR MARKET FAR 
FROM SATURATED 


Detroit, Aug. 8.—The motor indus- 





export use where wooden wheels 





| 
| 


would not stand atmospheric con- 
ditions. 

John Hozack, president of the Es- 
sex Engine and Machine Corpora- 
tion of 71 Rutgers St., Belleville, 
says that since May there has been 
some improvement in incoming or- 
ders. The firm specializes on gen- 
“bull-dozers,” which 


draulic road 
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Detroit, Aug. 8—More than 75,000 
demonstrations of the new Terra- 
plane have been given since the 
debut a fortnight back, Chester G. 
Abbott, general sales manager of the 
Hudson company, reports. 

Mr. Abbott also announces that 





plan of operation, covering both re-| shipments from the Hudson fac- 


‘ail sales and service for the metro- 
politan New York city area, was an- 
nounced today by R. S. Cole, vice- 
president in charge of sales of the 
Hupp Motor Car Corporation. Mr. 
Cole recently returned from New 
York where he personally super- 
vised completion of arrangements 
for the company’s new plan of rep- 
resentation, 

Essentially, the new set-up pro- 
vides for five new distributors in 
strategically located communities to 
replace the single distributorship 
heretofore in operation. Each of 
the new distributors will have a 
strong dealer aggregation, 


(Continued on Page 3) 





tories during the last half of July 
were 4,261 cars, or the largest for 
any similar period in more than a 
year, 

During the week ended July 23 
the Hudson factory shipped 2,711 
units, or the largest number since 
the week ended May 31, 1930, when 


‘3,010 cars were produced. The larg- 


est previous week in 1932 was that 
ended January 23, when 2,000 were 
shipped. 

Reports from dealers, Abbott says, 
show that sales of Hudson and Es- 
sex cars more than doubled during 
the last week of July, when the 
Terraplanes were first placed on 
display in the larger cities through- 
out the country. 





try need not depend entirely upon 
replacements for its future business, 
says Henry Ford, who anticipates 
eventual further increase in the 
number of automobiles registered in 
this country. 

“If one understands the American 
people,” he says, “he will realize that 
they want and will have even more 
and better transportation facilities 
than at present. The automobile 
business will 
general conditions begin to improve. 

“We do not need foreign. markets 
to have a good automobile trade. oi 


DEAN POTTER, PURDUE, | 
TO HEAD A. S. M. E. 


Lafayette, Ind., Aug. 8.—The nom- 
ination of Dean A. A. Potter of the 
Purdue University School of Engi- 
neering to become president of the 
American Society of Mechanical 
Engineers has just been made 
known here. His nomination is 
equivalent to election in as much as 
he is unopposed for the honor, it is 
said, and election next month will 
be followed by assuming the office 
at the next annual meeting of the 
society in New York in December. 

The Purdue engineering dean is 
one of the best known technical 
educators and has achieved unusual 
distinction in this field, both in 
educational circles and among pro- 
fessional engineers. After grad- 
uation from Massachusetts Institute 
of Technology in 1903 Dean Potter 
spent two years in the employment 
of the General Electric Company, 
resigning there to join the teaching 


(Continued on Page 5) 


increase aS soon as| 


| enact Nearly 20 Per 


Cent. of Entire Country; 


Figure Represents Decline of 
30.7 Per Cent. From June 


Detroit, Mich., Aug. 8. —Registrations of new passenger 


| automobiles. during July in ei 


ight states, representing 19.68 


per cent. of the entire country, totaled 20,670 units, accord- 
gna ia Oe ‘ing to R. L. Polk & Co. 

This cure repres Ss ; alia . 
AGITATION FOR LOWER sin, ores ete 
FUEL TAXES BEGINS 29,818 units during June, and 45.94 


IN MANY SECTIONS : 


New York, August 8.—Gasoline 
tax rates appear to have hit the) 
ceiling and to be ready for a de- 
cline if agitation for decreases is a} 
| criterion. In at least four states ac- 
tive efforts are being made either to 
| reduce the rate of these levies, which | 
now range from 2 cents to 7 cents 
per gallon by state rates, and from | 


3 cents to 11 cents per gallon when | 
Federal, county and city taxes are 
added, | 

Chairman W. G. Nickels of the | 
Ohio Senate Committee on Econ-| 
omy has announced his committee 
will recommend to the next legisla- | 
ture that the Ohio gasoline tax be | 
reduced from 4 cents to 3 cents per 
gallon. Up to June 1, he said, Ohio 
had an unexpended balance of 
$5,184,966 in gasoline tax funds, and 
he estimated the proposed reduction 
would save the taxpayers of Ohio 
|some $9,000,000. 

In Oklahoma efforts are being 
made to obtain 8,000 names for a 
petition calling for reduction of the 
state’s 4-cent gasoline tax to 2 cents. 
It is estimated that even with the 
lower rate the state will obtain all 
the funds it can use efficiently for 
highways. Motorists’ organizations 
in Colorado are seeking to bring 
about reduction of that state’s 4- 
cent gasoline tax rate to 3 cents per 
gallon. 

Maine voters are preparing to de- 
feat a referendum, upon which they 
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j— 





jtive production 


of 
a year ago, 


under 
a 237 units during 
in the 

New commercial car registrations 
in eight states during July reached 


cent. registrations 
July 


Same states. 


| 2,608 units, a decline of: 13.07 per 
cent, under June registrations of 
| 3,001 units, and 53.18 per cent. under 


| registrations of 5,570 units in July a 


year ago, in the same states. 
No estimate of total registrations 
during the month has been made. 


GENERAL INDUSTRY 
IN DETROIT GAINS; 
MOTOR TRADE OFF 


Detroit, Aug. 8.—While automo- 
is undergoing its 
usual midsummer slump, industry 
generally in this district is showing 
definite signs of revival. Canning 
plants, refrigerator manufacturers, 
cement producers, stove and furnace 
factories, air conditioning manu- 
facturing plants all are working full 
time. 

Retail sales in many lines have 
picked up and merchants are in- 
creasing their orders to keep stocks 
in shape to meet demand. Stocks on 
hand have never been lower in this 
territory and industry will imme- 
diately feel the effect of increased 
retail buying. 

Bank clearings have been show- 
ing an upward trend for the first 
time in many months and last week 
stood at 44 per cent. - of normal, In 


(Continued on n Page | 6) 


Dodge Sales Chief Finds | 


Dealer Morale Improved 


| Detroit, Aug. 8.—A. vanDerZee, 
| general sales manager of the Dodge 
| division of Chrysler, is back from a 
series of dealer meetings held during | 
a trip that took him from coast to 
coast. He reports an improved sen- 
timent among dealers generally and 
hope for definite business revival in 
the near future. 

“We have just received reports 
from our regional managers regard- 
ing these inspirational gatherings of 
dealer groups,” said Mr. vanDerZee. 
“The series started in May and is 
just now being concluded. There | 
has been a total of 344 reetings, 
with an attendance of 8,160 dealers, 
retail salesmen, service managers 
and department heads. 

“Regional managers and field 
sales personnel marshalled an 
amazing array of facts and statis- 
tics for each meeting that were de- 
signed to show that, despite the de- 
pressed business period through 
which we have been passing, there 
is substantial buying power trough- 
out the country. The improvement 





in dealer morale was apparent fol- 
lowing every meeting. Orders were 
placed on the spot and on every 
hand we received assurance of 
greater confidence in the outlook for 
business in general and the auto- 
mobile business in particular. 

“One of the most encouraging 
messages we had to offer the dealer 


| organization during this series of 


meetings was the report of their 
own performance during the first 
five months of 1932. Compilations 
made by the Dodge statistical de- 
partment showed that in the num- 
ber of passenger cars and trucks 
sold at retail in the United States 
during that period, Dodge dealers 
occupied third place in the industry. 
This likewise holds true for the six- 
month period ended June 30. We 
found that dealers in some sections 
where conditions apparently were 
below the level of the rest of the 
country were greatly encouraged to 
learn that the Dodge dealer or- 
ganization as a whole sold more 


(Continued on Page 3) 














2 AUTOMOTIVE DAILY NEWS, TUESDAY, AUGUST 9, 1932 








eo Oe ee es Mm ROCKNE CHICAGO 
_ SALES TO BE MADE 
THROUGH DEALERS 


Chicago, Aug. 8—A change in 
| Rockne merchandising for Chicago 
| has just been made through an an- | 








THE MARMON SIXTEEN IS A GREAT CAR TO SELL BECAUSE— 


Any prospect has only to talk to any 








| on.” As a consequence, the state- 
| ment continues, “all used cars taken 
in by the Rockne factory branch | 
SALES DEPARTMENT INDIANAPOLIS, IND. | vice-president of the Pierce-Arrow | 
. | Sales Corporation, wired from South 
Bend, as follows: “Please take over | 
(Continued from Page 1) |new Pierce-Arrow floor cars.” 
on Mr. Faulkner's telegram was fol- 

° 7. ¢ . . S oye ") ‘epre- E 
sales of the corporation totaled, to consumers 378,323 units repre lowed by the launcihng of a vigor- 


a Marmon 16 owner to receive an enthu- Das just been mats | ae eas 
| branch has: been discontinued in 
| have been taken over by the Pierce- | 
| Arrow factory branch.” 

In a message to George E. Willis, 

immediately from Chicago Rockne 

e al a eS in u ly branch all their used cars, new 

| Rockne demonstrators and nearly 

new Rockne, floor cars. Combine 

epor e as ni Ss these with your own used car stock, 

131.817 units and in July they de-|senting and actual decline in stocks ous used car advertising campaign 
clined to 97.318. The 1929 statistics| of 5,476 units. The July sales to) by the Pierce-Arrow branch, the new 
show June sales of the corporation | gealers of 31,096 compares with 46,-| Situation regarding the Rockne 


siastic, whole-hearted recommendation of the car. | Cook county, and Rocknes will be 
|} manager here of the Pierce-Arrow | 
| with which include your new Pierce- 
as 160.034 and July sales of 157,437 branch being featured in the adver- 


| handled by dealers only from now 
| ee ne RR A RE A 
LP Ween | Sales Corporation, R. H. Faulkner, | 
Arrow demonstrators and nearly 
148 units in June, : 
tisements. 


units. 7 , 
Dealer stocks of General Motors Total sales to General Motors 


dealers in the United States shrunk dealers in the United States and| 600 B. 0. P. DEALERS 


still further during the month just| Canada plus overseas shipments 

past. Sales of cars and trucks by) during July totaled 36,872 units as T0 MEET IN IN CH CAGO 

the corporation to dealers during compared with 52,561 units during I 

that period totaled only 31,096 as! June. Total July sales last year 

against the retail sales by dealers’ were 87,449. Nitin . 

to consumers of 32,849 units. Sofar| The following table shows the ic pang toe . Ang. 8. — Headed oy 

this year dealers have bought from | corporation's sales during the pres- | ci may we a ana ae an ea 

the corporation only 372,847 units|ent year and for the three preced-|S#/¢S manager and W. RK. Huber, 

and during that time they have sold’ ing years: sales promotion manager, officials | 
as |of the Buick - Oldsmobile - Pontiac | 





SPARKS from JDETROIT 


Automotive Honors 
» = «x 
Oh! Com-mo-dore 
= * + 


Tips for Tires 
* Ke - 


MeCulla Pushes ’Em Back 
and More 
* * * 


Chris Sinsabaugh—Detroit Editor 





T cannot be said that the Hoover administration has not 

given due recognition to the automobile industry in the 
way of appointments. John N, Willys was made an am- 
|bassador and sent to Poland; now we have Roy D. Chapin 
'named as secretary of commerce. 

The present occupant of the White House came from 
the Department of Commerce. Maybe history will repeat 
itself in 1936. President Chapin—that doesn't sound half 
bad to our automobile ears. 

* - od 

GOING BACK to Coolidge, we recall] that Howard 
|Coffin, one of the organizers of the Hudson Company, 
'vacationed the President and the First Lady of the Land on 
his famous Sapello Island off the coast of Georgia in the 
‘last year of Cal’s regime. A private citizen hoisting the Chief 
Executive in this manner is most unusual. 

~ * * 

BUT IF ANY automobile manufacturer deserved a 

cabinet portfolio that man is Roy Chapin. Not a. politician 


SALES TO CONSUMERS IN UNITED STATES | Sales Company will conduct a meet- | ° ; a 
1932 1931 1930 1929 |ing here at the Knickerbocker Hotel |in any sense of the word, for years he has been an indefati- 
ES -. csscsnrehwene@eens 47,942 61,566 74,167 73,989 | Wednesday, to be attended by from | 22ble worker in the good roads cause. It is largely due to 
NE cceucxea veswhaee ss 46,855 68,976 88,742 110,148 | than 600 dealers and salesmen from hi Hi dhvee h d in cen ° ; 
nae ects 48,717 101,339 123,781 166.942 | this territory. D. U. Bathrick, Chi- | his intelligent direction of the industry’s national campaign 
eee are ae ate 81,573 135,662 142,004 173,201 ~— zone bec i age . | for improved highways that this country is now criss-crossed 
A ath 6 casein kaa waa en 63,500 122,717 131,817 169,934 € problem will include ta ed : ‘ : ‘ : saeliaee si 
arian usec oa beac tae 56,987 103,303 97,318 154,437 | executives, motion pictures and a with concrete. Without these modern highways the auto- 
A patel a ae Raa tas 32,849 85,054 80,147 147,079 | Playlet “to illustrate the new type | mobile business might still be in its swaddling clothes. 
RIS a. ee ee ir” sees 69,876 86,426 151,422 = np ane me fe in | Chapin’s war services as head of the Highway Trans- 
. 51 ‘ ¢ 2° ? . 
S-ptember oo. .seeeeeeeeeee cee ees 51,740 75,805 1828 | ee atecial catload of equipment, |POrt Division of the Council of National Defense is only 
oo aca vee hiss — xukewe 49,042 57,757 114,408 special carioad of equipme! th le of the work he has d for hi t 
ic cc cesta vee. “shuves 34,673 41,757 68,893 | including a collapsible stage, with | another example OF the work ne Nas done for his country. 
RR od a it 53,588 57,989 44,216 scenery, drops, complete | * * * 
ce ee ee oe oR eee ______ | equipment and full movie and sound | Vabnbeui er ae : ‘ 
Dill cco oee sc mana aatenn ae a apparatus, is being brought to Chi- | eps AC ce = eee -_ _ oat to ? 
es ; a cago for the me E s¢ s é ‘ sw , races 2X 
SALES TO DEALERS IN UNITED STATES | i. ae elena a on | ae (ween © . eee we Toe ae 
1932 1931 1930 1929 |the significance and timeliness of | month, the conductor practiced being a sailor the other night 
SEN Asipainctechandens<on 65,382 76,68: 94,458 95,441 |the gathering, the statement is|as a guest of the brothers Roy who publish the Brown Book, 
SS FEE ee ere 52,539 80,373 110,904 141,222|made that “changes in economic} ,,. page Sle . se Ma he . P 5 
March ............. aces 48,383 98,943 118,081 176,510 | conditions and, even more impor- | used car appraisal guide. Aboard a palatial motor boat we 
RN os ea er 69.029 132,629 132,365 176,634 tant, in the state of mind of the| cruised around Peche Island in the cool of the evening. 
ae eee eee e5aes 60,270 136,778 136,169 175,873 | general public have necessitated a | I was in good company, for fellow guests were Ray 
eae ae he oe 46,148 100.270 87,595 163,704 | new selling technique. Again, the ; ; : 
ee eee teria .. 31,696 78.723 70.716 157,111 |automobile business is taking the | Blackwell, Douglas Herrick, Roy Hayes, Clyde Ashcom and 
AULUSE «6... e ieee eee eer ee ees enone 62,667 16,140 147,351 | lead in meeting and conquering the |Tom McCormick of De Soto; Dan Brady of Chevrolet and 
SEEGMROOE. asctncsaesicacevan aeveue 47,899 69,901 127,220 | radically changed business condi- Athel alles f Chil Class } a) an o hows 
Ociober Rae Tr te rae a aeck 21,305 22,924 98,559 |tions that have developed during | Atheé De nham oO liton ass Journal. It was a nouse 
re eee 23,716 48,155 39,745 | the past three years.” | warming on the water to celebrate the Roys moving into 
TG ee ae ei 68,65 68,252 36,482 their new quarters in the North End Post Office Building. 
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TOTAL SALES TO DEALERS IN U. S. AND CANADA, PLUS OVER- 
SEAS SHIPMENTS 


CHICAGO PNEUMATIC CoO. 
Chicago, Aug. 8—Chicago Pneu- 


1932 1931 1930 198 1 ‘Test tin ed’ mieiiieninn bo- 

JONUALY oo. .ccccesccseseeess 14,700 80,309 106,509 «127,580 | Dott tor quarter ended June 30, 1932 
NE cc iccucciienvedcuns 62,850 96,003 126,196 175.148 | net loss of $196,094 after depreci- 
NEY Sitka sok comwueR eae 59.696 119.195 135,930 220,301 | ation interest and amortioation of 
i 18.259 154,252 150,661 227,718 | discount on bonds. This compares 
SE Vala ea ko a0-dan edie ale ey 66.739 153.730 147,483 220.277 | with net loss of $98,741 in preceding 
a ier crenata anes 52 561 111,668 97,440 200,754 quarter and net profit of $8,737, 
ee ar eae PRR ears Se » 96,872 87.449 “9 976 189.428 | equal to four cents a share on 187,- | 
August <a shtbe resenaveeeare a eae 10,078 85,610 168,185 600 shares of $3.50 preference stock, 

PS ccdcikaeetzactanas . sesnes 58,122 18,792 146,483 |in June quarter of previous year. 
NY noacs i eNediewecdesa: leeecus 25,975 28,253 122,104 For six months ended June 30, 
ER CELT TOP EE TE NTT 29,359 57.257 60,977 | 1932, net loss was $294,835 after 
ON a a. rae 79,529 80,008 40,222 taxes and charges, against net 
—_—_— — - - ——— | profit of $10,179, equal to 5 cents a 

Te Ce oe eT re 1,074,709 1.174, 1115 1,899, 267 share on preference stock, in first 


Unit sales of Chevrolet, Pontiac, Oldsmobile, Buick. La Salle and half of 1931, 
Cadillac passenger and commercial cars are incu d in the above Hgure GEMMER MANUFACTURING 
. : = : Detroit, Aug. 8—Gemmer Manu- 
CHICAGO COUNCIL LIMITS rates considerably under the existing facturing Co. (automobile steering 


scale. However, the added number gears) reports for six months ended 


NUMBER OF TAXICABS was voted as not necessary to take heen 30. 1932. net toes of $53,211 


care of existing requirements. after depreciation and taxes. This 

Chicago, Aug. 8.—-Efforts to in- Oa She Lit : a eke Xi compares with net profit of $10,128 | 
crease the number of taxicabs al- ©. E. BEERRY ro REPRESENT equivalent to 25 cents a share on 
lowed to operate in Chicago have SPENCER HEATER IN WEST 40,000 no-par shaves of $3 participat- 


just been forestalled by the city Chicago, Aug. 8—In its expan- ing Class A preferred stock in first 

council through a vote to keep in/sion program Spencer Heater Com- half of 1931 

force the present maximum of 5,200.| pany, division of the Cord Corpora- 

Sponsors of a measure to lift the! tion, has named Clint E. Beery as FEDERAL MOGUL CORP. 

limit had favored free competition,| its representative in Chicago. Mr. Detroit, Aug. 8&—Federal Mogul 

declaring that rates are too high and! Beery, who is a veteran of the low Corporation reports for six months 

that more cabs would result in! pressure boiler field and one of the! ended June 30, 1932, net loss of 

bringing them down. outstanding men in the heating in- | $63,793 after charges, depreciation, 
A Cleveland operator sought to| dustry, was the organizer of the Mid! etc. Comparison with first six 

introduce a fleet of cabs here at’ West Stoker Association. months of 1931 is not available 


* - - 

READING THAT TWO Dearborn detectives have issued 
a warning to motorists in the town to make a record of the 
serial numbers of their tires so as to be able to identify them 
in case they are stolen, I get an idea that I pass along for 
the consideration of some tire manufacturer 

Most motorists are careless when it comes to recording 
the serial numbers of their tires in the little book, so why 
doesn’t the tire manufacturer print these numbers on a card 
to be attached to each casing, with the suggestion that the 
owners make a note of them just as they do with their tag 
numbers and engine numbers”? This ought to be one of best 
safeguards against theft that could be devised: it wouldn't 
cost much and it also would be good advertising. 

* * + 

’'VE UNEARTHED William R. McCulla, who was 
Frank Trego’s assistant when the latter was Hudson’s 
engineer and who later was aircraft engineer for Packard 
and Ahen assistant chief engineer of Willys-Overland. Bill 
is in Sidney, O., where he has designed for the Bremac 
Engineering Company a car with the engine in the rear and 
with a sensational streamlined body in which a famous body 
stylist has had a hand. 

McCulla writes that he expects to drive up in front of 
the Fisher Building soon and give the conductor a ride in 
the new job. . 

* * 

UNDOUBTEDLY there are other engineers working 
on the engine-in-the-rear theory for 1933, but McCulla is 
the first to come out of the drafting room and admit it. 










This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. It wants you to pass on 
your own experiences, su:cesses, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 
let us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost 
you commissions. 

Dealers read this page. Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t, 


SELLING CAR REPAIR SERVICE 
ON DEFERRED PAYMENT 
PLAN SUCCESSFULLY 


The possibilities of selling automotive repair service on 
deferred payments are well demonstrated by E. W. Garrett 
of the Garrett Garage, West Los Angeles, Cal., whose busi- 
ness has been greatly increased since - installed the credit 


service plan being sponsored by the N. .P. A. 
Garrett's report for March andé 

April is thirty-seven installment 
repair jobs with a total value of over | 
$2,100, with no delinquencies in pay- 

ment thus far. Because he is heart- 
ily sold on the plan and believes 
that it is a life saver in his busi- la eae & 
ness, Garrett has no hesitancy in | “©? nding upon the 



















{as well as the laboring group. De- 
| ferred payments extend over a four- 








jing from $25 up. Payments are ar- 





income of the 







“How do you put 
it over?” this West Los Angeles 
garageman replies. “By keeping 
after a prospect, through personal 


To the question, 






“It has saved our business, especially | 
at a time when small garage owners | 
are finding it difficult to obtain help | 









| month period, with estimates rang- | 


| ranged on a weekly or monthly basis, | 


presenting this new merchandising | Customer. : 
i aaa | Garrett lauds the finance com-| 
plan to his: patrons. i ' 
pany for its co-operation in the 


handling of his paper, declaring that | 





DONT PAY USED CAR PREMIUM, 
URGES N. U. C. M. R. HEAD 


Automobile dealers can do much to cut down the mor- | 
tality in their ranks by refusing to overbid on used cars in | 
their anxiety to make deals, today declared Thomas J, Hay, 
president of the National Used Car Market Report, Inc., 
‘Blue Book and Red Book publishers. 


In a statement issued by Mr. Hay, — 


— -_ | 
he said that “dealers who let thei $ 
ee eo ae HA NEWN.Y. 
the better of re si J - | 
ening their busts veer | DISTRIBUTING PLAN 
“I would not decry the enthusi- 
‘asm to build up a large volume of (Continued from Page 1) | 


business,” he continued. “It has Mr. Cole’s announcement Says: 

always been needed in the auto- “Effective immediately Hupmobile | 

mobile trade and it always will be. | changing from a_ single dis- | - 
tributorship in New York city’s| 


should not 
un- 


| However, such a desire 
lead dealers to trade wild or 
scientifically. Their job is to con- 
vince the buyer that he has no 
right to expect more for a used car 
than it is worth.” 

Making an over-allowance on a 
used car, according to Hay, places 
the dealer in the same class if 
he were to pay $40 for a share of 
| stock when official market quota- 
tions place its price at $30. Simi- | 
larly, he says, no company purchas- | 
ing agent would pay higher than 
quoted prices for raw materials or 
other commodities. 

“Along with poor accounting and 
sales methods, the greatest harm to 
the dealer body has been done 


Metropolitan area to a plan includ- 
ing five individual distributors and | 
a strong dealer organization within 
each district. Whereas our former | 
distributing source had its head-| 
| quarters in New York city for this | 
| territory, under the new arrange- 
|ment we will have distributors oper- 
ating in the five important districts 
of Manhattan, Queens, The Bronx, 
White Plains and Newburgh. These 
new distributors are: 

“Nathanson, Taylor & Smith. 
Inc., 1800 Broadway, operating ex- | 
clusively on Manhattan Island; A.) 
T. Motors, Inc., 2396 Grand Con- 
course, The Bronx, handling all of 
Bronx county; Callister Brothers, 
Inc., 212-40 Jamaica Ave., Queens, 


s 


| 





a |. oo 
i Fly A 


STINSON 


and use it to 


increase business 





Learning to fly is as easy as 
learning to drive a car; in fact 
easier in a Stinson, due to the 
extraordinary sturdiness, stabil- 
ity and simple maneuverability 
of the Stinson plane. 


Once you own this clean, quick, 
comfortable means of transpor- 


solicitation and not becoming im- | 
patient if the plan doesn’t sell with 
the initial presentation. 

“Get the potential customer into 
the shop first,” he says, “then get 
him to buy automotive repair ser- 


| through taking used cars in at too 


an organization founded in 1853 and 


|} timate blank. 


from banks.” 


er ; ; : 

A feature which builds satisfac- | high figures, which in turn have operating in Kings, Queens, Nassau 
tion among the time-payment clien- | T@sulted in drastic losses,” stated|and Suffolk counties; Ruggiero & 
tele is the privilege of checking re- | ##Y. | Williams, Inc., 32-34 West Post 
pairs against those listed on the es- | ‘The tragedy is that protection | Road, White Plains, whose territory 
against such a procedure has exist- | includes all of Westchester, Putnam 


With every signed| 


vice as he woul y other com- i 
aie a = eoeie a ettm cenieanh Gah mbit & ae oe a years. It would So and Dutchess counties in New York 
ne = Foe f there were no way of determin-| state and part of Fairfield county | 
sheet, itemizing the cost and extent | ! . D é u 
Business through advertising in z ing the worth of a used car taken | in Connecticut; and H. W. Cosman | 


neighborhood papers and picture 
houses and by salesmanship on the 
premises.” 

Garrett has an effective method 
of bringing in prospects. He sells a 
service coupon book for $1 which 
entitles the holder to $10 worth of 


service. 

In the coupon book are twelve | 
tickets, each for a different service 
operation. Only one ticket can be 


presented at a time and the coupon 
service is rendered during the day- 
time only, for Garrett’s Garage stays 


open all night, due to the fact that | 


it is located on a heavily traveled 
highway. 

The coupons are good for such 
items as clutch adjustment, chassis 
lubrication, whee! alignment, clean- 
ing and adjustment of generator, 
battery charge, and puncture repair. 
Each coupon bears an advertise- 
ment relative to the deferred pay- 
ment service plan. 

Also included in the book are ten 
tickets, each entitling the holder to 
one gallon of gas free with a pur- 
chase of five gallons or more at the 
regular price, and only one of the 
gas tickets may be presented at a 
time. 

These service offers have been the 
means of bringing into the garage 
hundreds of potential time-payment 
customers. For once the car is in 
the shop, Garrett’s mechanics have 
an opportunity to go over it and 
can thus tell whether the automo- 
bile needs complete overhaulng or 
just some minor adjustment, report- 
ing the condition to Garrett. The 
time-payment plan in this way of- 
ten has a “natural” prospect, and 
it is forthwith presented. 

Recounting some of his practices 
along this line, Garrett says: “If a 
car owner comes in for an ordinary 
valve and ring job, we make every 
effort to sell him on reboring work. 
Again, if a person comes in to buy 
tires on time, we put him in a 
frame of mind to try repairs on the 
same basis, pointing out the advan- 
tage and urging him to bring in his 
automobile for an inspection.” 

The experience of this merchan- 
dise with the deferred payment plan 
is that if it is outlined informally to 
@ prospect and presented simply, 
without too much mention of se- 
curity, there is no difficulty in 
winning credit customers. 

Time-payment customers 


of repairs to be made and inviting | 
patrons to follow the progress of| 


the job. One copy is retained for | need for 





in trade. But there is a method, 
and as a consequence there is no 
the dealer to indulge in 


& Co. 367 Broadway, Newburgh. | 
The Newburgh territory is com- 
prised of Orange, Sullivan, Ulster 


office files, one is placed on the car| 


are | succeeded in negotiating it without 
drawn from the professional class! difficulty. 


itself, and the third is handed to the | 
car owner or contract signer. 

| In order to ease the way for ac tual} 
;contract signing, which insures re- 
pair payments, Garrett puts the 


| proposition up to the prospective; men 


customer in a friendly way, accept- 


gage the patron's certificate of car 
ownership. 











ing as security for a chattel mort-| 


guess work. Furthermore, experi- 


| 


| competitive bidding and over-allow- 


the whip hand and causes him to 
lose respect for dealers, their acu- 
and their knowledge 


The wise dealer never permits the 
used car allowance to contro] the 
Situation. 7 





THIS SALESMAN HAD A PROSPECT 
AND ALSO A PROBLEM 


Arthur (Budd) Lamontagne, head of Budd Motors, Inc., 


Ford dealership of 65 Cook 


Ave., Meriden, Conn., had a 


prospect, and he also had a problem. The problem lay in the 
fact that the prospect was 6 feet, 3 inches in height, weighed 
360 pounds and played a bass viol in an orchestra. 


The prospect was interested in a®—--—--——— 


Ford sedan for transportation of | 
himself and his whale-sized instru- 
ment. There had to be room for 
both in the sedan at the same time, 
and Mr, Lamontagne went to work 
to devise ways and means of ac- 
comodating them. 


It was found that a Fordor sedan | 
It would | 


was out of the question. 
have to be a Tudor. The first prob- 
lem was to get the vass violin. This 
was accomplished by opening the 
front window, turning down the 
offside seat and working the viol 
back into the far corner until the 
neck rested over the turned down 
seat and extended under the gaso- 
lene tank. 

Then Mr. Lamontagne sought 
means of accomodating the driver. 
The seat was pushed back four 
inches. A special “dished up” wheel 
was installed to provide extra room 
for the driver’s “tummy”, The 
shift rod lever was bent to give the 
needed leg room. 

It was discovered that the only 
way in which the driver could enter 
the car was by stepping directly in 
from the ground, without using the 
running board. This was explained 
to him and after a few trials he 


The car was sold, and as Mr. La- 
montagne watched his customer 
drive away he breathed a prayer of 
relief over the fact that he was not 
a British _Bantam Ford dealer. 
TISDALE OBSERVING 

TENTH ANNIVERSARY 


Newark, N. J., Aug. 8.—The tenth | 
anniversary of the opening of Tis- | 


dale’s Hupmobile dealership of 985 


Broad St. is being observed this week 


by Glenn W. Tisdale, president of 
the concern, and his associates. It 
was in August, 1922, that Mr. Tis- | 
dale first launched his enterprise at ' 
the same address. Five years later 
the structure at 369 Halsey St. was 
taken over for a maintenance and 
parts department. 





COLANDER ACQUIRES CONTROL 
OF COLANDER-BOURNIQUE 
Jamestown, N. Y., Aug. 8.—Oscar 
T. Colander has acquired complete 
control of the firm of Colander- 
Bournique, one of the largest and 
most complete Hudson-Essex- 
Packard service stations in south- 


ence proves that the practice of | 


ances on used cars gives the buyer | 


of the| 
business in which they are engaged. | 


and Rockland counties. 
“Operating under these five new 
| distributors, are a total of sixty- 
five dealers. 
“This new system,” 


declares Mr. 


Cole, “was decided upon to meet 
present day conditions and to as-| 
sure the maximum of sales and} 


prospective Hupmobile owners. In 
| addition to the retail and wholesale | 
operations included in this new 
| Set-up, Hupmobile will have the 
best service organization that has 
ever represented us in this metro- 
politan area. I believe that the 
| sales and service facilities of our 
|new distributor and dealer organi- 
|} zation will not only increase our 


oo facilities to both present and | 


but will adequately care for every 
demand of Hupmobile owners lo- 
cally.” 

Two of the new distributors, Mr. 
Cole pointed out, maintain separate 
service stations. In New York city 
proper, Nathanson, Taylor & Smith 
have a large service station at 239 
West 66th St. A. T. Motors, Inc., 
maintains its service department at 
4326 Park Ave., The Bronx, 


DODGE SALES CHIEF 
FINDS IMPROVED 





DEALER MORALE) 


(Continued from Page 1) 


units at retail than all other makers 
in the industry, with the exception 
of two in the lowest price field. 
“In addition to 
sales charts and the talks by mem- 
bers of the field sales force, the 
Plymouth talking picture, ‘Behind 
the Scenes,’ and the Dodge film, 
‘More Power to You,’ were shown. 
“The meetings were under the 


| supervision of O. J. Paul, manager 


of the Chicago region; F. H. Akers, 
Detroit region; George T. Curry, 
Atlanta region: L. D. Cosart, St. 
Louis region; J. A. Bishop, Dallas 
Wm. J. Case, New York 





western New York. Kelly Bournique 
is retiring from the automotive serv- 
ice business, 


region; 

region, and F. J. Timmens, San | 
Francisco region. 

“Dealers have recommended a 


similar series of meetings from time 
to time in the future.” 


business in this important territory, | 


the display of | 






























tation, you will use it contin- 
ually— 


| 

| To save time in contacting 
your own dealer organiza- 
tion. 


To increase the number of 
prospective dealer calls. 


To invite your owners and 
prospects in various towns 
to fly. 
| 


| 


As a means of getting ad- 
ditional publicity. 


AN ECONOMICAL 
SALES AID 


Experience proves that a plane 
costs no more to operate than 
| a fine car with a chauffeur. 
| It gets you everywhere, much 
faster. After you learn to fly, 
the expense of a pilot can be 


eliminated, if you wish. 





| 





| about the Stinson Cabin Plane, 
| the Aircraft Standard of the 
| World; and the story of how 
others are using planes to sell 
automobiles. 


Write for further details 


| STINSON AIRCRAFT 
CORPORATION 


WAYNE, MICHIGAN 


STIN SON 
Ne Atreraht Standard 
of thé World 
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Cautious Hopefulness 
N the current bulletin issued by the National City Bank 
of New York, there is an interesting bit of comment on 
the present revival in a number of fields, particularly refer- 
ring to the strengthening of commodity prices. The bulletin 
says: 

“This brace in commodity prices is decidedly en- 
couraging. The only explanation seems to be that the com- 
bination of decreasing stocks, reduced production and low 
prices has at last induced an increase of buying by dealers. 
It shows that prices are still responsive to changing relations 
between supply and demand, and producers are cheered to 
have a demonstration of this kind. Now, while there is no 
prospect of scarcity in anything, there is a new-born feeling 
that at last constructive influences may be getting the upper 
hand.” 

We veteran depressioners, if we may be permitted to 
call ourselves such, have learned not to whoop too loudly 
when scattered signs of improvement appear. But there 
are certain signs, which we know by sad experience, may not 
be infallible evidence of permanent improvement, must 
nevertheless be present when that permanent revival finally 
does arrive. Several of these hopeful signs are in evidence 
right now. 

Of course rising commodity prices constitute one of the 
conditions that will inevitably accompany real] revival. We 
may have betterment in commodity prices, only to see 
another slump, in which case the drop in those prices will 
be the first sign that our upward trend was not the real 
McCoy but simply a temporary spasm. 

Commodity prices are governed by supply and demand 
and by nothing else. It may be that this time supply has 
reached a place where it cannot fill demand. If that is so, 
we shall see demand starting mills and factories working to 
meet it and the long wait will be over. 

In the meantime we are justified in viewing the present 
apparent improvement with what we may term “cautious 
hopefulness.” 


Mai) subscriptions to 1926 Broadway 





Owner Action 
ere DAILY NEWS has said many times in 
the past that the only way in which the motor vehicle 
industry and motoring in general can be freed from oppres- 
sive class taxation is by united action, embracing not only 
manufacturers and dealers, but owners as well. 

Since the late and unlamented Congress loaded more 
class taxation on car owners, for it is they who pay the 
freight in the final analysis, there have been signs that 
oppression is forcing united action. Just the other day we 
were informed of the formation at Selma, Ala., of an organi- 
zation known as the Dallas County Motorists’ Tax Relief 
Association for the purpose of fighting against a 1 cent fuel 
tax levied by the city for distribution in charity work. 

We have pointed out, until possibly our readers have 
grown tired of the argument, that in piling taxes on motor 
vehicles and their maintenance, the legislators are hitting 
in the main at the little fellow. Ownership of a motor car 
does not mean a plethoric pocketbook. The average motor 
car owner today is a citizen who uses his vehicle as part of 
his business equipment. He earns a small income and his 
car in most cases helps him to make that modest return on 
his time and labor. Excise taxes, fuel taxes and all the other 
flood of imposts levied against any one who manufactures, 
sells or uses motor vehicles, are all bearing hardest on the 
small man who needs protection and not oppression. 

If the 25,000,000 motor vehicle owners in this country 
could be organized to act as a unit in fighting against the 
common failure of legislators to coak the motor car whenever 
a new batch of tax money is needed, they could end the abuse 
instantly. Motor vehicle owner constitute a majority of the 
voters in this country. By exercising their franchises they 
can quickly end the injustices under which they suffer. Such 
an organization as this Selma relief association is a welcome 


evidence that legislative bodies, national, state and local can 


go too far in their greedy campaign to soak the motorist. 





“meet every six months in some dis* 


Makers’ and Deale rs’ Problems 


By ROBERT D. MOWRY 
President 
NATIONAL BATTERY MANUFACTURERS ASSOCIATION 


We, in the battery business, are fortunate. We are 
dealing in more or less of a necessity. As long as there are 
gasoline motors, people will go on buying and using up, and 
buying more batteries. Motored mobility has become as 
much an essential of our civilization as food and clothing 
and shelter. Whatever the outcome of the political, eco- 
nomic and industrial struggles confronting the worried old 
world today, however stringent the necessity for economy 
may become before we finally catch up with prosperity again, 
it’s a cinch that folks will go on driving motor cars and buy- 
ing batteries. e- ea eaare “ 

“Sure,” you will say, “the market/tant city has been busy about that 
is still there, but what of it—when|can profit you, But, if there’s a 
the profit is gone?” possibility that a clearer under- 
Just this: If our business has been | standing of these things might en- 
“off” with the market fairly con- able you to make more money soon, 


stant, and even growing a little 
from year to year, then the fault |¥OU certainly ought to know more 
about them—and there is. 


must lie in the way we’ve conducted 
Now a trade practice conference 


our business—in the way we've : 
handled our market. And of course, | &f manufacturers within an industry 
if that is so, and we're. smart| is called by the Federal Trade Com- 
enough, we ought to be able to do| Mission at the request of the manu- 
something about it. facturers themselves. There is 
“Yes?” you say—“And what can | nothing about it that smacks of a 
the dealer do about it with manu-| “Probe” or investigation by the 
government. Uncle Sam is simply 


facturers setting up competition 
appointed “chairman” of the meet- 


that gives away batteries at the , 
price ofa good box of cigars? What ing, with this additional duty: He 
will help the industry enforce any 


good, if you please, is the dear old , " 
rules it decides to set down for its 


market to me if my share of it is 
about half what it used to be and if |0Wn behaviour, provided he, and a 
majority of the manufacturers con- 


that half has been taught to expect 

something for nothing before they | cerned, approve them as good rules. 

ever get to my door? What can I Now we all know that Uncle Sam’s 
“hickory stick,” along with his 


do about that?” 
You’re dead right. Your own | other resources, is pretty badly bent 
business has been affected by any | right now, but his star-spangled top 
hat is still a pretty good symbol of 


number of things that have been 
largely beyond your control—mer- | authority. And the battery manu- 
facturers need one. 


chandising experiments encouraged 
by “the times” and indulged in by Now, lei’s try to get a picture of 
somewhat short-sighted manufac- | the rules that will be submitted to 
turers for immediate temporary|that conference—and what may 
gain. Two things that always hap-|come of them that will affect your 
pen together have been hurting|business. The first half is easy, for 
you:—Competitive over-production|the rules are already written. But 
to really understand the need for 


has multiplied new outlets for the 
sale of batteries out of proportion to|them, and what may come of them, 
we ought to think over how they 


any increase in the market, and 
prices have been competitively cut grew. They grew out of the work 
away below the profitable bone. of the N. B. M.A. 

Both of these evils always auto-| This battery manufacturers’ asso- 
matically kill themselves, however, | cjation is already 8 years old, and, 
and that ought to be good news t0| since it was organized to fight evils 
any dealer with the bank balance | in the industry and to improve our 
trade conditions, you can see that 


and the intestinal fortitude to 
things must have been off the track 


hang on. 
The low-grade, illogical outlet |jong before the present period of 
stress. 


gradually loses the business; prices 
Of course, back 





eventually come back to a cost-plus- 
profit basis; the buying public sooner 
or later always grows tired of price 
bait and begins to do its own think- 
ing in terms of value; profitable 
business always comes back to the 
quality merchant. 

“Granted. But will I live long 
enough to see the day! Can’t some- 
thing be done to speed up the pro- 
gram? I've been tight-rope walking 
on narrow margins about as long as 
I can! If Fate doesn’t open the 
throttle, I’m afraid I’ll be gone when 
she arrives!” 

Exactly. That’s just what I want 
to tell you about. In the battery 
business there’s at least one agency 
actively at work to hurry up this re- 
action back to better business for us 
all. The work of this organization is 
going forward so rapidly right now, 
and the effect of its work is going to 
mean so much to every battery deal- 
er, that you ought to know all you 
can about what it is doing. The 
steps being taken by the National 
Battery Manufacturers’ Association 
today are going to have a real effect 
on the business of every wide-awake 
dealer six months from now. 

This association that you know as 
the N. B. M. A. held a convention 
in Chicago in May and voted to call 
a trade practice conference of all 
the manufacturers in the industry, 
and to lay before them the very 
questions you’ve been asking me: 
“What can the dealer do when .. .” 
It certainly is up to the manufac- 
turers. 

Our conference is scheduled for 
November. You probably read about 
this action of the N. B. M. A. and 
wonder what may come of it. You 
may, justifiably, be a little in the 
dark as to just what a trade prac- 
tice conference of manufacturers 
can mean to you, as to just what 
this group of manufacturers who 


in 1924 things 


a need for better standards, more 
intelligent co-operation between 
manufacturers, and the elimination 
of certain unfair practices that were 
taking root; but the rigor of “hard 
times” hadn’t yet aggravated these 
evils to their 1932 pitch. 

The charter members of the N. B. 
M. A, thought of theif association as 
“an agency through which the for- 
ward-looking leaders of the business 
can crystallize the conscience of our 
industry.” They still do. 

They drew up a “code of ethics” 
and went to work. This code recog- 
nized the value of intelligent co- 
operation, it branded as unfair such 
practices as “knocking” a competi- 
tor’s product, selling below cost, 
making overstatements and misrep- 
resentations, indulging in any form 
of commercial bribery or combining 
with competitors to “fix” prices or 
divide territory. 

Recognizing the need for improved 
and uniform standards throughout 
the industry, they appointed com- 
mittees to study and devise such 
standards. Out of the work of these 
committees have grown the N. B. 
M. A. standard guarantee (designed 
to save the dealer from a lot of 
“egrief’) and recommendations for 
uniform branding and marking of 
merchandise. Other committees 
were appointed, several of them to 
specifically champion the cause of 
the authorized dealer and help him 
with his problems. They fought the 
“no charge for service” idea from 
the beginning, fought long-time 
guarantees that put an unfair bur- 
den on the time and reputation of 
the dealer, fought below-cost sell- 
ing that cuts the dealer’s margin to 
practically nothing, published data 
books and battery charts for the 
trade and appointed 4 dealer co- 


rr 


were not so bad. There was already | 


{ 








operative committee to keep in close 
touch with you and your problems : 
at all times. 

Some day soon I want to tell you + 
more about the work of these indi- 
vidual N. B. M. A. committees, and 
how you can use it to improve your 
own local battery business. 

But at present let’s stick to our 
investigation of the events that have 
brought on this trade practice con- 
ference that’s scheduled for Novem- 
ber. Let’s see if it is apt to bring 
about conditions that a progressive 
dealer ought to begin getting ready 
for right now, 

The fundamental reason for this 
conference is that, while a group of 
battery manufacturers have been as- 
sociated in an effort to do some con- 
structive work for the industry, the 
industry as a whole has been sub- 
jected to a siege of destructive prac~- 
tice that has gotten far beyond the 
control of any individual manufac- 
turer or even a fairly representative 
group. Conditions have grown suf- 
ficiently severe to demand a 100 per 
cent. “huddle” of all the manufac- 
turers in the field. And, since the 
fault lies right in the laps of the 
manufacturers themselves, we ought 
to expect them to be able to do 
something about it, now that they 
are getting together. 

Here are the things your manu- 
facturers are at last beginning to 
realize: 

1. The aim of any business is to 
make a profit—and the battery busi- 
ness is no exception. 

2. We can’t make money sc!l.ing 
below cost. We won't even stay in 
business very long if we do. 

3. We'll have a devil of a time 
ever teaching the public to pay a 
profitable price for batteries again 
if we go on teaching them to believe 
a good battery can be made for the 
price.of a box of cigars! 

4. Building batteries down to a 


price, instead of up to a standard, is 


| 
|comes back to value. 








just the wrong way to build per- 
manent, profitable business for 
either manufacturer or dealer. 

5. The public is only superficially 
“price-minded” — it is essentially 
“value-minded.” The public always 


6. The market for replacement 
batteries stays just about constant. 
It is not growing and cannot grow 
rapidly. And the only hope for an 
industry with a fairly fixed market 
is to maintain and better its market- 
ing standards. The only way we 


(Continued on Page 6) 


| COMING EVENTS } 


AUGUST 
22-26—Denver, Col. American Chemica] 
Society Convention 
30-Sept. 1—Cleveland. 8S. A. E. Aircraft 
meeting. 
SEPTEMBER 
12-17—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E 
15-17—Atlantic City, N. J. American Trade 
Association Executives Annual Meete 


ing. 
19-20—Harrisburg, Pa. Pennsylvania Autoe 
motive Association Convention 
22-23—Chicago. National Association Motor 
Bus Operators. 
22-23—Chicago. American Electric Railway 
Association Meeting. 
30-Oct. 1—Dallas, Tex. American Institute 
Mining and Metallurgical Engineers, 
Petroleum Division 
OCTOBER 
3—Buffalo, N. Y¥Y. Society of Automoe 
tive Engineers Production Meeting. 
3- 7—Buffalo, N. ¥. National Meta) Cone 
gress. Sponsored by American So- 
ciety for Steel Treating, with co-op- 
eration of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society, Wire Association. 
$- 7—Washington, D. C. Nationa! Safety 
Council Meeting. 
- j—Buffalo. N, Y. National Metal Exe 
position, 174th Regiment Armory, 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director 
4- Cen. Transportation Meeting, 


8S. A.‘E. 
10-14—Atlantic City, N. J. 
Association. 

11-19—Glasgow, Scotland, Motor Show 
13-22—London, England. Olympia Show., 
17-22—Atlantic City, N. J. National Hard- 
ware Association. Accessories Branch. 
NOVEMBER 
14-16—Atlanta, Ga. Nationa) Tire Dealers’ 
Association. 
18-Dec. 4—Paris. Aeronautical Show. 
DECEMBER 
2- 3—Detroit. National Standard Parts 
Association Convention. 
Annual Meeting A. 3, 


& 


American Gas 


5- 9—New York, 
M. &. 


5-10—New York. Power and Mechanical 
Engineering Exposition. 

.5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
tion Hall, 








On the Other Hand 





TWENTY-FOUR PLANTS GAIN 
Boston, Mass., Aug. 8—In four 
days twenty-four manufacturing 
concerns in Massachusetts have re- 


ported to the Associated Industries 
that their business increased in July 
over June. Thirty-two reported de- 
creases and two that they held the 
June record. Computing the experi- 
ence of ali these concerns, it is 
found that the total loss is less than 
3 per cent. for the month. 

Industry’s normal July experience 
in the state is a drop of 7 per cent. 
from the June record, while this 
year the drop was less than 3 per 
cent., despite the fact that there 
was a great deal of forced buying 
in June in anticipation of the taxes 
then under consideration in Con- 
gress. 

Machinery and small tools indus- 
tries were particularly favored with 
orders in July, which may mean 
preparation for the resumption of 
activities in many other lines of 
manufacturing. Factories making 
raw material to be finished else- 
where had a good month. Their 
products are classed as “industrial 
goods” that go into consumption in 
other industries, where they are 
finished. Improvements were re- 
ported by several paper companies. 





GETS BIG OIL ORDER 

New York, Aug. 8.—Alco Products, 
Inc., a division of the American 
Locomotive Company, has received 
an order from the Kendall Oi] Com- 
pany of Bradford, Pa., for a com- 
plete vacuum distillation plant for 
the -manufacture of special grades 
of automobile lubricants. The plant 
will adjoin another unit that was 
installed by Alco about a year ago. 
It will be fabricated at the plant of 
the American Locomotive Company 
at Dunkirk, N. Y. 





WOOL MARKET STRONG 

New York, Aug. 8—Wo0ol top fu- 
tures turned strong and active in 
Saturday morning’s market, with the 
volume of trading the largest ex- 
perienced in many months. Total 
sales for the day were more than 
65,000 pounds. 

STOCK TRADING UP 

New York, Aug. 8.—Trading on the 
Exchange in stocks for the week 
ended Saturday totaled 14,878,100 
shares, a daily average trading of 
2,479,493 shares. This was the larg- 
est week’s trading since the week 
ended December 19, 1931, when 
15,663,889 shares were sold. 


CRUDE RUBBER ADVANCE 

New York, Aug. 8—The advance 
in crude rubber values continued 
uninterrupted last week, attended 
by a further broadening in activity 
and an increase in sales on the 
Rubber Exchange of New York. 
Compared with the previous week, 
prices at the end of the five-day 
period were 12 to 16 points net 
higher, making the sixth consecu- 
tive week of gains. Sales were 17,920 
long tons, against 6,530 tons the 
week before. 


CHELSEA REPORTS GAIN 

Chelsea, Mass., Aug. 8.—Employ- 
ment in this city’s shoe industry has 
returned virtually to the level of 
normal times, a survey shows. 

Approximately 2,300 of Chelsea's 
46,000 inhabitants now are employed 
in the shoe factories, 300 workers 
having gone back to a ful] time 
basis within a month. Several] fac- 
tories have enlarged their quarters 
and others contemplate such ex- 
pansion. 


DAILY GOLD GAIN 

New York, Aug. 8.—The daily gold 
statement of the Federal Reserve 
Bank of New York Saturday showed 
a net gain of $806,100 in this coun- 
try’s monetary gold stock. Imports 
consisted of $793,000 from England, 
additional for Friday, and $13,100 
from Mexico. There was an export 
of $5,995,300 of gold to France, but 
this shipment was offset by the re- 
lease Of a corresponding amount of 
gold held under earmark for foreign 
account. 


LUMBER IMPROVES 

Seattle, Wash., Aug. 8.—Sustained 
improvement in the northwest lum- 
ber marketing situation is shown by 
the weekly report of the West Coast 
Lumbermen’s Association for a total 
of 321 mills, marked gains being 
made in current new business, ship- 





ment totals and in virtually every 
other angle of the industry. 


RURAL BUYING GAINS 

| §t. Louis, Aug. 8—While there is 
a distinct optimistic trend and in- 
dications of real betterment in sev- 
eral lines in this section, there is 
also evidence of marking time until 
facts prove that optimism is justi- 
fied. 

Increases in prices of certain farm 
|}commodities and minerals mean 
| much in the St. Louis territory, and 
lit is understood that wholesale 
houses have noted an improvement 
in rural demands. 


PRICES UP IN CHICAGO 


Chicago, Aug. 8.—Most of the busi- 
ness news in the Chicago area dur- 
ing the past week was of an en- 
couraging nature with prospects of 
definite upturns in most lines this 
fall. 

Rising prices in the security mar- 
kets gave impetus to the better feel- 
ing, but there were positive signs of 
improvement in mercantile lines in- 
dependent of the stock market. 

Retail trade in the State Street 
shopping district was better than 
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mitted that most or the business 
was being done one “sale” items. 
Mark-offs were being made on sum- 
mer apparel and. outdoor sporting 
equipment and the public seemed 
willing to stock up on these lines 
despite the fact summer is fast wan- 


ing. The improvement in house- 
hold items noticed last week was 
continued. 


STEEL PLANT TO REOPEN 

Youngstown, O., Aug. 8.—Follow- 
ing suspension since July 1, the 
Mahoning Valley Steel Company at 
Niles will resume production on 


Tuesday in six of its eight units to | 


work off an accumulation of orders. 
Differences over the wage scale and 
refusal of the company to sign a new 
agreement with the Amalgamated 
Association of Iron, Steel and Tin 
Workers were respofisibie for the 
suspension. 

Production scheduled in the 
Youngstown district as yet shows no 
acceleration, with operations pegged 
at 15 per cent. Of the eighty-three 
open-hearth furnaces in the dis- 
trict, nine will start the week, while 
two of the thirty-two blast furnaces 
will be melting. 


GETS $700,000 ORDER 


New York, Aug. 8—Officials of 
the Mullins Manufacturing Corpo- 


TUESDAY, Avuuus® 2, 





™ay ane 
xo 








at Salem in Columbiana county, an- 
nounced receipt of orders totaling 
$700,000 in the automobile, washing 
machine tub and refrigeration divi- 
sions. The company plans to en- 
large its operating force within the 
next few weeks, as work gets under 
way on these orders. Fifty men 
were called back last week to work 
on dies and tool equipment. R. F. 
White, vice-president, advises the 
company has other important orders 
pending on which releases are ex- 
pected shortly. 


CAR LOADINGS RISE 


Washington, Aug. 8.—Loadings of | 


revenue freight for the week ended 
on July 30 totaled 510,687 cars, ac- 
cording to reports filed by the rail- 


roads with the car service division | 


of the American Railway Associa- 
tion made public today. 

This was an increase o. 9,557 cars 
above the previous week. It was, 
however, a reduction of 251,131 under 
the corresponding week in 1931 and 
409,094 under the comparable period 
two years ago. 


FORD PARTS PLANTS: 
~ REDUCE ACTIVITIES 


Springfield, Mass., Aug. 8.—Local 
manufacture of Ford parts has been 





| fair, although several merchants ad-ration, operating its principal plant' reduced since the first of this 








| 
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viduals — exclusive 


The prospect’s first 





HUPP MOTOR CAR CORPORATION .. . 


“WE BELIEVE HUPMOBILE TO BE THE BEST CAR OF 


doors that created 





Hupmobile has wide doors—ample for all indi- 


a new 


trend in design—for comfort—and for style. 


impression always includes 


these exceptionally useful doors—just one of the 
many engineered features which make the job of 
selling Hupmobile easier. And there are 99 other 


sales points in the 100 Feature Hupmobile. 


Unless your salesmen can say to their prospects: 


“Yes, we have that feature—and 99 others”... 


SALES 


I out of 100 | 


IMPORTANT 


then you are not selling 


5 


month. In consequence the hinge 
plant of the Moore Drop Forging 
Company in Brightwood has shut 
down. It is reported locally that 
the manufacture of the Ford four- 
cylinder car has been interrupted 
pending some changes in the de- 
sign, but the manufacture of the 
eight-cylinder models is being con- 
tinued as hitherto. No authorita- 
tive statement has been received 
from the Ford company as to the 
production prospects, but it is be- 
lieved that some weeks may elapse 
before the production of Ford parts 
will return to the June and July 
level. 


DEAN POTTER, PURDUE, 
TO HEAD A. S. M. E. 





(Continued from Page 1) 
staff of Kansas State Agricultural 
College. 

He served there as assistant pro- 
fessor of mechanical engineering 
five years, then was promoted to a 
full professorship and three years 
later was made dean of engineering 
and director of the engineering ex- 
periment’ station. He resigned 
there in 1920 to accept the post as 
dean of engineering and director of 
the engineering experiment station 
at Purdue. 
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POINTS 


“Frank—look! Did you ever see 


such wide doors in all your life?” 


“Say—I1 go for those things! 
They’ re just right formylonglegs.” 


THE HUNDRED FEATURE HUPMOBILE 


today’s automobile. 


Wise dealers, everywhere, are taking on Hupmo- 


bile. They know the powerful sales appeal of these 


100 features—Hupmobile’s wide market coverage 


—its profitable price range 


from $795—and the 


famous selling agreement, termed by trade au- 


thorities “The fairest franchise in the industry.” 


Hupmobile representation 


is still available in 


profitable locations. Write the sales department 


today about these money-making opportunities ! 


iT$ CLASS 





DETROIT, 


MICHIGAN 


IN THE WORLD” 
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vou reputation for quaitymere| TILEY-PRATT CO. | GENERAL INDUSTRY 


your 


Batter Industry Attacks 
y Own S al es Problems anrtee memes, PLANT IS MOVED | IN DETROIT GAINS 
| that the soul of your industry has TO TORRINGTON) MOTOR TRADE OFF 


| at last been stirred. Pray for the 





(Continued from Page 4) | success of this trade practice con- 
ies einai mace . errs seal ia |ference. Absolve yourself from false (Continued from Page 1) (Continued from Page 1) 
who are in the aclery usiness to- , next. . ‘ 5 . Meeting 1S O- | merchandise and clin t ity | . as fie ‘ . 
day can insure our being in busi- vember, is going to hurry up the|for your reputation’s sake—new—-eo| Dany began an ae 9 = bac |the materials field prices are show- 
ness tomorrow is to raise and enforce | public reaction back to real battery | that, as the blessed reaction comes, clad v1 aon ra th cocneiaiaes’ aaah ing signs of strengthening and con- 
protective standards—standards that | value at a fair price. | your may be found ready and the | Gevelo a che aia tie |tractors are placing orders without 
will make our consuming public ap- Phat conference is going to pledge | cup of your business may be filled to | chi pegs sed in spoke coccmeiaiaiines going trough quite a6 comprehen - 
preciative of real battery worth— | your manufacturers to a new sanity | overflowing with your share of the Bt oe ane ched its peak durin 8 ee 6 ee 
standards that will thus maintain a | and honesty in their building and | reborn profit. h —" aaa 7 ro ae a ® | prices as was the case a month ago. 
marketing tone with a worth-while | their merchandising; its going to coi salahed ‘or cisions idan St _ Taken all all, —_ " ._ 
Jem ‘ pe Une ~ |improvement in sentiment here w 


margin of profit in it for us all. | pledge them to certain uniformities | ac . : . 
Now, read back over those six|0f branding that will automatically | SPLITDORF ELECTRIC ene nal — J oo people generally discounting the de- 
ae ' iat ‘ : rchasers came ssex from ‘ ‘ ivi 
items. Lord knows, they're just) tend to raise and maintain better FA y or '\crease in automotive activity, De- 
“horse sense”! But it’s taken some | Standards, CES RECEIVERSHIP a foreign countries to buy Tiley | troit’s biggest industry, in the be- 
tty hard knocks Now we all recognize the fact that Spoxes. ; lief that normal improvement will 
pretty hard knocks to pound home . Jersey City, N. J.. Aug. 8.—The There was a slump in the early ae in this field with the end of 


the idea of really putting it to work, | actual enforcement of these rules 
The whole industry seems to have|that will be finally accepted will be Splitdorf Electric Company, 
been slithering off in just the other | largely self-enforcement by the In- | has its headquarters and one of its 


: ; the business a tremendous spurt. | 
direction! Manufacturers have been/|dustry. But an industry as badly | three factories for making spark| The Torrington Company fe a B. O. P. DEALERS IN N. zs 





which | 20's, but in 1926 and 1927 the wide- | the year. 
spread adaption of wire wheels gave | 


reducing the thickness of plates, lin need of self-decipline as ours can | ; e Sa ar ae : 
skimping on the height of plates— pretty safely be counted on to take plugs, magnetos and electric motors | a purchased the factory TO MEET WEDNESDAY 
often on the number. Some of |it! at 382 High Street, Newark, must | '? ys , and 2 _ been operated as | - 

‘ ms ~ . 7 Pe : ae a ivisio oO er sinc 
them have been using “second Good, strong medicine has been | show cause next Friday before Vice- then. - a ee New York, Aug. 8—In line with 


Chancellor Bigelow why a receiver 
should not be appointed. 


cases, “second” separators andj|concocted in these rules—medicine 
plates that were only about half| that’s going to quicken the pulse of 
formed. All to get their prices un- | the whole battery business, And, as 
der competition—all in a mad race|I just said, it’s going to hurry up 
to give you something to give the | the public turn to quality, for it wiil 


Officers of the company were | the policy of the automobile busi- 
Charles B. Tiley, president; Richard| ness in meeting the radically 


Meanwhile the company is re- ne 
: ; : ey, se y ‘ We 
strained from taking any action on B. Tiley, secretary, and Stillman B. ‘changed business conditions that 
Tiley, treasurer. 


a contemplated dissolution and sale | ’ |have developed during the past 


ublic for nothing, at no profit to|raise standards that the public really | of certain assets to the Edison- , 4 ic 
ei concerned. aan plain | wants raised; it will create and | Splitdorf Corp., of which Charles AGITATION FOR LOWER pact ee, Oe ee ee 
dumb! maintain values that the public | Edison is president. a of pace oo steam in 
Naturally it couldn’t go on, @|*mows are the best bargains afte Vice-Chancellor Bigelow issued an FUEL TAXES BEGINS | eked important business cen- 
man will always catch himself pick- all injunction, pending the return ; of ters of the country. 
ing his own pocket sooner or later— So when you yourself realize that) the show cause order, preventing IN MANY SECTIONS The New York meeting will be 
and stop. The battery manufac- | ‘he Public always comes back to real | the company from paying, selling. held in the Hotel Astor on Wednes- 
turers have caught themselves, and profitable quality and when you ask, | assigning or transferring any of its | day, with several hundred dealers 
they're taking a big, immediate step | “But can’t something be done to) estate, monies, funds, property or (Continued from Page 1) and salesmen in attendance, A. E. 
to stop it. speed up the program?” this is one, effects, and particularly in connec- | DeLoach, New York zone manager 
And this conference that’s coming |#mmediate answer: “The Trade /| tion with “any contemplated sale | will vote Sept. 12, calling for an in- | has announced. The session will 
in November is going to be a step | Practice Conference is definitely | OF merger. | crease in the Maine gasoline tax rate | consist of talks by executives, and 


in the right direction, just one jum | going to speed up that natural and to 5 cents from 4 cents. A similar | ; 
ahead of public demand. = Al. | profitable reaction.” PLANS NEW TERMINAL referendum met defeat in 1930, but co Reg Mageth a = 
ready, the public is beginning to turn, And it’s vitally important for you Newark, N. J., Aug. 8-—Construc- | the 1931 legislature raised the tax/ing methods required to meet pres- 
— oe _— of price ap- =. — oa be — tO! tion of a bus terminal to house the =, ade on pg nh ent-day conditions. R. K. White, 
peal and back to the comfort of; make the most o at reaction as|_ : : ag Jas sus /; oo 
honest-to-goodness value. It won’t/it grows. Be watching your reputa- | vehicles of the Somerset Bus Com-| new referendum was filed. The ee a. cade aie 
be long before the purely “price” |tion right now and for the next six|Pany will begin shortly on ,-operty | petition contained 25,000 names, | Corse, R. will head the visiting 
outlet will feel a severe pain in the! months. If you've been getting a| Purchased in Mountainside. Frank | whereas the legal requirement iS | sroup , 
pit of its business. “rep” for “price” merchandise,| Noll, president of the bus concern, | only 10,000. , 
And that brings us smack onto the | watch out! You'll be seeing less and |Says the terminals will combine the| Proposal to impose a 1-cent city | 
sharp point of this whole conversa- | less of the battery buyer in 1933.| facilities of terminals now located | tax in Roswell, N. M., to finance un- | 
tion: The conference of battery | For manufacturers en masse are|in Irvington, Mountainside and/employment relief, was defeated. 
manufacturers, championed by the/| going to be educating him to the|Somerville. The property is 100 by | The 1-cent city tax recently was re- 
N. B. M. A., and scheduled | for for the | better quality he’s already beginning ' 250 feet in size. | moved by Joplin, Mo. 
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Cumulative New Passenger Car Registration Statistics, July, 1932 


Returns for today: Minnesota, Wisconsin 
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WNot in production. ; 


The De Vibiss Company an- 
mnounces a new type of exhaast 
chamber. This new exhaust chamm- 
ber is recommended for use where 
spraying is done in an already fire- 
proof room. | 

It is designed to provide a means 
of mounting the exhaust fan and 
to distribute the exhaust properly 


NEW PHARIS TIRE 


Announcement has just been made | 
by the Pharis Tire and Rubber | 
Company, Newark, O., of a new De | 
Luxe tire, replacing this company’s | 
triple-service tire at the top of its 
line. 

The De Luxe incorporates such 
features as the cushion-capped car- 
cass} replacing old-style breaker 
strips. It has center-traction tread, 
and this non-skid member is of an 
unusual, symmetrical design which 
is carried completely across the tire | 
without interruption, with the de- | 
sign of providing exceptional road 
contact qualities. 

This tire, according to the manu- 
facturer, is built of much stronger 
cord than the standard tire and of 
the finest obtainable materials 
throughout. 


PILLOW BLOCK AND FORMED 
STEEL HOUSING 


The Dodge Manufacturing Cor- 
poration has developed pillow blocks 
with anti-friction bearings and a 
housing of two-piece formed steel 
construction, recommended for vari- 
out light-duty applications. 

The split character of the steel 
housing is designed to simplify in- 
stallation or removeal of anti- 
friction bearings. The bearing is 
self-aligning through a ball and 
socket joint action, which is got by 
making the outside of the inner 
housing spherical and the inside of 
the outer housing to match. From 
the fact that the bearing is self- 
aligning, it is not necessary for the 
Supporting surfaces to be absolutely 
in line and the machine frames do 
not have to be completely rigid 
Both radial and thrust load capaci- 
ties are provided. 

A grease seal is fitted to prevent 
leakage of lubricant from the bear- 
ing chamber 
from entering. 


These blocks 


13-16 inches, inclusive. 
which comprises the 

member and the 
is also avail- 
for various 


from %4 to 2 
The cartridge 
inner housing 
anti-friction bearings 
able in the same sizes 
machinery applications, 


MACK NEWS 


The Mack-International Motor 
Truck Corporation has just brought 
out the first issue of its new house 
organ, Transport News. This publi- 
cation takes the form of a four- 
page tabloid, printed on excellent 
stock and adorned with many pic- 
tures. The paper brings all the 
latest news of Mack doing and tri- 
umphs from all sections of the | 
country. 


| back 


| through a window or the roof. 
| Space around the chamber may be | 
| filled in flush 


| 24-gauge sheet steel, 


| 32% 


| @asy 


and also to keep dirt | 
are | 
made in a number of sizes for shafts | 
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Production -- Engineering 


Exhaust Chamber for Spray! 
Work 


where a complete spray booth is not 
required or where an exhaust 
mounted in the waf or window will 
not adequately take care of the re- 
quirements. In construction, this 
exhaust chamber is actually the 
section of standard spray 
booths. 


The De Vilbiss exhaust chamber | 


is placed in the rear of the room 
and the exhaust pipe is run out 
The 


in the front with 
|; Sheet metal, tile or other non-in- 
flamable material, with a door pro- 
viding access to the exhaust ‘an. 


| This keeps the fan motor out of the 


spraying room. 
The chamber is constructed of 
reinforced on 
the edges by a steel frame spot 
welded. Three widths, 8, 10 and 12 
feet, are available. All sizes are 
inches deep and 7 feet high. 
are optional in 
The unit is 
to install. 
can be had 
De Vilbiss 


Exhaust openings 
the top, back or side. 
to assemble and 
Complete information 
on application to the 
Company, Toledo, O. 


| curacy 
| chuck-mounting troubles 


fan | 


LATHES WITH INTEGRAL 
MOUNT JAW CHUCKS 


Hardinge Brothers, Inc., is put- 
ting out bench lathes equipped with 
integral mount jaw chucks. The 
means of mounting are embodied in 
the chuck body. The manufacture! 


claims that this design increases ac- 


and does away with any 

These chucks may be had in uni- 
versal and independent types. After 
being assembled they are mounted 
on cone nose live spindles, and the 
jaws are ground on their gripping 


surfaces 


32 


MATCHING COLORS 
BY SLIDE RULE 


The Sherwin-Williams Company 
announeing new method of 
matching, designed to solve 
of the paint 
match 


is a 
color 
the 

getting 
ready on a car. 


shop in 
those 
The system utilizes 
a slide rule, invented by Dr. N. E. 
Van Stone, head of the chemical 
operations of the Sherwin-Williams 
organization, which holds a patent 
on the slide rule. This claimed 
to be the simplest and most prac- 


problem 


colors to al- 


is 


| tical method of matching colors yet 


SLIDING GEAR HEAD 
LATHES 


The Reed-Prentice Corporation is 
putting out a new line of eight and 
sixteen speed tool room lathes in M, 
16, 18 and 20 inch sizes, embodying 
'a new quick-change gear box with 
\lead screw reverse mechanism. The 
lead screw reverse mechanism takes 
jeare of reversing the carriage when 
feeding or threading without revers- 
ing the direction of spindle rotation. 

The reverse lever is placed at the 
righ-hand side of the apron. Ad- 
justable stops are provided to stop 
the carriage automatically when 
feeding or threading in either direc- 
tion and at any predetermined point. | 
The lead screw nut remains engaged | 
when the lead screw is stopped or) 
reversed, permitting ready catching | 
of the threads in cutting threads of | 
odd leads and metric pitches. A/| 
thread dial facilitates catching the | 
threads of long screws when the car- | 
riage is run back by hand. 

The new quick-change box gives | 
forty-nine thread changes, ranging | 
from 1% to 96 per inch and forty- 
nine feed changes from .0035 to .224} 


An auxiliary quadrant is provide for 
any additional gears that may be| 





needed in cutting odd or metric | 
threads or for feeds other than those | 
to be got through the gear box. 

The end gear train and quick- 
change gear mechanism are carried 
on anti-friction bearings. 


| painter 


it possible for a 
novice to 
The device 
color 


devised, making 
mechanic or an actual 
match colors perfectly. 
is known as the slide rule 
match guide. 

Three hundred color matches 
possible with the slide rule. The 
device carries the complete range of 
shades from light to dark in each 
color family. If the original finish 
on a car is gray the painter selects 
one of the gray cards which con- 
tains all the shades and variations 
of gray, and which are inserted 
the book in loose leaf fashion on a 
ring binder. He then slips a cellu- 
loid mask over the card and places 
it against the color to be matched 


are 


| and slides the celluloid mask up and 


down until he finds a chip on the 
card that matches exactly the color 
of the car. Each one of the 300 
color chips are numbered 

After finding the correct color, 
however, the painter's problem is 
not entirely solved. What colors 
and how much of each must he mix 
to obtain the matched shade? ‘That | 
question, too, is automatically an- 
swered by simply turning the card, 
over to the reverse side without 
moving the celluloid mask. Here he 
finds the formula for the particular | 
color in question, which may be)} 


of an inch per spindle revolution.| gray color chip number 14 obtained | 


as follows: 18 parts yellow, 14 parts | 
of red, 32 parts of bone black and 36 | 
parts of white. Along with the | 
directions for mixing the color the | 
is automatically given two} 
suggestions as to trim colors to 
choose from as well as an appropri- 
ate striping color 


‘Trailer Brake Assembly _ 


The Trailer Company of America 
announces a new arrangement of 
automotive trailer power brakes and 
uncoupling without hose 

between and 


automatic 
connections tractor 
trailer, 

This arrangement consists of two 
cylinders, a PDL-6 
FR-6, mounted on an angle 
together with the necessary levers 
and springs to operate the brake 
pin and the uncoupling levers of 


and an 


iron 


booster 


| the fifth wheel. 


The fifth wheel is shipped in the 
usual manner, and the tw: 


booster | cab 


angle iron 
rods as- 


cylinders mounted on the 
and with the levers and 
sembled. To assemble the installa- 
tion it is mecessary only to fasten 
the ends of the two rods to two 
yokes, under the fifth wheel, the 
ends of the two springs to two straps 
provided for the purpose, and in- 
stall the necessary hose and piping 

About 80 per cent. of the tractors 
being sold today are equipped - ‘ith 
Booster connections for the trailer. 
This consists of the manifold con- 
nection, the XT valve, connections 
to the XT valve, and two outlets 
usually mounted right behind the | 
If the tractor on which it is 


| complished 


tion. 


|}a number 
| equipment, 
| that 


desired to use this installation 
not so equipped, it will be necessary 
to have these parts added. 

After the above has all been 
only the following 
necessary to put the complete job 
on the road. Two short pieces of 
hos2 or tubing from the booster out- 
lets back of the cab, one to each end 
of the PDL-6 cylinder. A cut in the 
vacuum line ahead of the XT valve 
and the insertion of a “T’’ connec- 
A piece of hose or piping is 
run to the uncoupling valve. Last, 
a piece of hose or piping from this 
valve to the FR-6 cylinder, complete 
the job 


ac- 


1S 


in | 


what do you buy 


beyond 
PERFORMANCE? 


Although performance is unquestion- 
ably the basis of power purchase, 
get only partial value if you 


purchase on performance alone. 


you 


THIS IS No. 4 
of the plus values offered by 


CONTINENTAL 


In selecting Continental — adequate 
service and distribution of replace- 
extra cost, are 
There are 68 
main distributing stations, 400 job- 
bers, and their 300 branches in the 
United States, besides a comprehen- 


sive service and distributing organi- 


ment parts, at no 


part of your purchase. 


zation in foreign countries. 


This further guarantees the low cost 
of operating Continental engines, for 
it wear 


out or are broken for any 


means that when parts 


rearon. 
there is a minimum of time Jost in 


making repairs. 


[Lontinental 
“mgines 


CONTINENTAL MOTORS 
CORPORATION 


Detroit, Michigan, U.S. A. 
Detroit and Muskegon 


“AUTOMOTIVE PLANTS 
IN N. J. BENEFITING BY 
BUSINESS EXPANSION 


(Continued from Page 1) 
are employed as lifting devices for 
Cletrac tractors. There have been 
of orders for the tractor 
and Mr. Hozack says 
present indications point to 
business early this fall 
Improvements, Inc., 
Frelinghuysen Ave., Newark 
ufacturer of Pur-O-Lators 
tering devices for motor 
trucks has been receiving a steady 
flow of small orders from the trade 
which has not been in the market 
for such equipment for some time. 

R. R. Layte, assistant to the 
president. says that many orders 
for oil filters are being received 
from dealers in farm tractors 

The International Harvester Com- 
pany just sent a rush inquiry con- 
cerning oil filters for some of its 
new tractors, and Mr. Lee looks for- 
ward to a large order to follow. 

The plant force is operating 
days weekly and no one has 
discharged recently, or have 
been anv shutdowns. 

The Murphy Varnish Company ol 
Newark has received several rush 
orders recently from Detroit auto- 
mobile manufacturers to supply 
quantities of its new  opalscent 
lacquer in various color: Some of 
these orders were received at the 
latter part the week 

As tne factory does not 
a Saturday working force 
been necessary to keep the plant 
working overtime several week ends, 

The lacquer is being used on the 
Hudson, Auburn and Graham 


Paige cars. 


Offices: 
Factories: 


—$— 


better 


Motor of 365 


man- 
oi] fil- 
cars and 


five 
been 
there 


ot 
maintain 
it has 


new 


DEALERS TO MEET 
Indianapolis, .Ind., August 8 
several hundred Buick, Oldsmobile 
and Pontiac dealeis from the In- 
dianapolis district meet here tomor- 
to hear a discussion of business 
conditions by Courtney Johnson 
assistant general sales manager ol 
the Buick-Olds-Pontiac Sales Com- 
pany, and W. R. Huber, sales pro- 
motion manager for Pontiac. 


B. O. P. 


row 
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LAWRENCE MOTOR COMPANY 
Joining the Swing to DODGE 


WATCH the dealers who are turning to Dodge and Plymouth sales. 
See what kind of men they are. Listen to what they have to say. 

Take the Lawrence Motor Company of Manchester, N. H. 
for example. Elmer H. Gale, the president has been well-known 
in New England motor car circles for 18 years. His partner, 
C. H. Morse, has been likewise a community leader. 

Mr. Gale says, ‘I believe in keeping myself and my business 
strictly in tune with the times. Dodge, more than any other, has 
studied what a dealer needs to make money today. 

‘Look at the coverage we have with Dodge. Plymouth, which 
is a real sensation in the lowest-price field. The spirited new 


Dodge Six and Eight with great new engineering advancements 
and fine traditions. Dodge Trucks, including models priced to 
compete with anything in the lowest-price truck market. 

“Here in New England, we investigate carefully before we 
make a move. And the more we found out about Dodge, 
the more we were convinced that nothing in the industry 
even approaches it. 

If you’d like to look over the facts which influenced 


>»? 


Lawrence Motor Company, just address a line to sales manager, 
A. vanDerZee, Dodge Brothers, Detroit. Your inquiry will be 
held in strict confidence. 


YOU’LL DO BETTER:ViT# 


DODGE 





